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HERE IS A LIST OF QUESTIONS TO ASK TO INCREASE YOUR 
CONVERSION RATE AND GET MORE CLIENTS
Many experts are not skilled at having business development conversations with prospective 
clients. One reason why is that they spend too much time talking at the prospect instead of 
asking great questions. A better approach is to take time to understand the prospect’s problem 
and what it is costing them, as well as the value that your services can provide. Then you can 
share that you have a solution to the prospect’s problem and ask the client if they would like to 
hear more.

Following is a good list of questions to tailor.

COST QUESTIONS VALUE QUESTIONS

• What is this issue costing your organization?

• What are the costs to sales?

• What is the impact on profit?

• What is it costing you in terms of employee 
productivity/turnover/morale?

• What is it costing your manager?

• What happens to your career if you don’t solve this 
problem?

• How does this issue make you feel?

• How does it make your manager feel?

• How much of your time is this issue costing you?

• What are you not doing that is more valuable, 
because of the time this problem costs you?

• What, if any, impact is this issue having for you 
outside of work, for instance with stress, sleep, or 
ability to focus without distraction on the things 
that are most important to you in life?

• What would you say the overall costs are of this 
issue?

• What will it be worth to your organization when we 
solve this problem?

• What will it mean for sales?

• What will be the impact on profit?

• How would employee productivity/turnover/morale 
improve?

• What will your manager gain?

• What becomes possible for your career when you 
solve this problem?

• How will you feel when we solve this problem?

• How will it make your manager feel?

• How much time will you save?

• What will you be able to do with that time, and 
what will that mean for you?

• What, if any, impact will a solution to this problem 
have for you outside of work, for instance by 
relieving stress, improving sleep, or letting you 
focus on the things that are most important to you 
in life?

• What would you say the overall value is of solving 
this issue?


